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Executive Summary: 
 
Blabl is a speech therapy company that focuses on helping and improving speech 
impairments found in its clients (most of them being youth). The main focus of the project was to 
help find potential customers for the business Blabl. To do this we had to look for speech 
pathologists and schools that were interested in using the apps for their kids with speech 
impairments. Over the course of 3 months we found about 500 potential clients that may have 
potential interest in the company. After this we contacted them to see if they actually were 
interested. Alongside this we also researched potential payment options that we can use for the 
app. So that the higher-ups in the company could explore their options for pricing. Since the 
company was still in startup this research and the clients we found could ultimately decide the 
fate of the company. 
 
Business Context: 
 
Blabl was in a world with many competitors trying to sell essentially the same thing as 
Blabl. Blabl’s main goal was to appeal to those who have speech impairments, in order to give 
them the chance to fix it. This means this industry is highly tailored for the purpose of reaching 
potential clients and appealing to people that might be interested in using our service. So the 
industry aspect of the business is mostly advertisement and researching and finding clients that 
might be interested because this will determine the success of the business. So to go more in 
depth into Blabl’s business context it includes the use of interns to find potential clients by 
mostly searching for Speech-pathologist in order to contact them to see if they would be 
interested in our service this also requires us to look at other company’s pricing to compare 
them to our to see how we would like to carry-on with how we want to charge our customers. 
We don’t just look at potential clients individually but we look for ways to find a bunch of them in 
bulk in order to reach multiple people at a time. We did this by, like I said before reaching out to 
speech-pathologists and then seeing if they could use our service to work with the many clients 
that they have. By doing this we set up a sort of network with the people at the top being us and 
then below us was the speech-pathologist and then last were the actual clients. This system 
made it easy and productive in finding new potential clients.  
 
Business Project Description: 
 
The main focus of the project was to help find potential customers for the business Blabl. 
To do this we had to look for speech pathologists and schools that were interested in using the 
apps for their kids with speech impairments. We did this by, like I said before reaching out to 
speech-pathologists and then seeing if they could use our service to work with the many clients 
that they have. By doing this we set up a sort of network with the people at the top being us and 
then below us was the speech-pathologist and then last were the actual clients. This system 
made it easy and productive in finding new potential clients. Over the course of 3 months we 
found about 500 potential clients that may have potential interest in the company. After this we 
contacted them to see if they actually were interested. Alongside this we also researched 
 
potential payment options that we can use for the app. So that the higher-ups in the company 
could explore their options for pricing. Since the company was still in startup this research and 
the clients we found could ultimately decide the fate of the company. We were also tasked with 
going through 1500 audio files and then deciding the speech imp[rariment that was in that 
specific audio file. The purpose of this was to test out the app against actual human tests to see 
if the system had any errors. 
 
Research on Pricing: 
 
● Babbel 
○ Learning Language Platform 
■ $12.95/month and $83.40/year this equals $6.95 a month 
● Fast ForWord 
○ Program to help children struggling readers read more fluently 
■ “Requires professional oversight” to use correctly 
■ 1 license is around $1000 discounts avaliable-taught with a group of other 
children 
● iConverse 
○ is an app designed for individuals with communicative disabilities 
■ One time payment of $9.99 to get the app 
● Talkitt 
○  an app that helps people with speech and language disorders to communicate 
■ Free but they accept donations 
● Proloquo4Text 
○ helps those who have speech challenges communicate 
■ One time payment of $119.99 to get a bundle of apps that help with 
speech impairments 
● Epic! - Kids' Books and Videos 
○ Subscription like service of books, educational videos, and quizzes 
■ Free 30 day trial then $7.99/month 
 
 
Ideas for Blabl pricing: 
- A time limit of one hour of use per day. To access the app for more time the user has to 
pay extra. 
- Free trial: Users get to use the app for 1-3 weeks for free but after that, they have to pay 
to continue using it. This allows people to experience the app and hooks them onto it but 
they must pay if they would like to further use it. 
- Baseline content is given(the most basic ones) for free, to access more advanced “levels” 
they would have to pay more. 
 
- Free assessment: User gets to take a speech test to see what plan would best for them and 
how the app can help them, but they must pay to access the actual features. 
- Another idea to help with finding potential users is giving a sharing code and if people 
share the app and use their code they get a discount. 
 
Stutter Data: 
 
 
 
 
 
 
  
Business Project Research: 
 
 
For my internship I had many questions as it was a field I wasn’t that familiar with. Advertising 
and selling of a service intrigued me very much and with that came a lot of curiosity. For this 
business project my main two questions were, What would be the best way to advertise to 
potential in the most efficient and non time-consuming way? The second question was, What 
would be the best way to price our service in order for it to be appealing to our clients yet still 
earn us profits? In order to answer the question of what would be the best way to find potential 
clients I found a method of doing so that would make the task easy. To find potential clients by 
mostly searching for Speech-pathologist in order to contact them to see if they would be 
interested in our service this also requires us to look at other company’s pricing to compare 
them to our to see how we would like to carry-on with how we want to charge our customers. 
We don’t just look at potential clients individually but we look for ways to find a bunch of them in 
bulk in order to reach multiple people at a time. We did this by, like I said before reaching out to 
speech-pathologists and then seeing if they could use our service to work with the many clients 
that they have. By doing this we set up a sort of network with the people at the top being us and 
then below us was the speech-pathologist and then last were the actual clients. This system 
made it easy and productive in finding new potential clients. To answer the second question of 
finding the best pricing for our company we had to research opposing companies to see what 
their pricing was. By doing this we got more information about our competition and the fiel we 
are in. This research was very beneficial and provided a lot of crucial information that the 
company required. I quess the one thing that limited our success as a company was the time 
constraint we had. I feel that the other interns and I would have had a greater contribution to the 
company if we were given more time to work with them and help the company grow. We were 
limited to just 8 hours a week to what should have been at least a part-time job worth of 
work-load, if we had more time we would be able to help a start-up company that was in dire 
need of help. 
 
 
Business Project Key Learnings and Recommendations: 
 
I believe overall this opportunity was very important and beneficial to me and I am very glad I 
was able to go through it. This process taught me many things for one, it taught me how to have 
a sort of job. Although it was just 8 hours a day I still had to go through that process of waking 
up early, dressing up in attire suitable for business work, and go to the location I needed to on 
time. During those 8 hours I was given a task by my mentor which was basically my boss and 
he expected me to complete that task. I believe this was a great simulation of what a job entitles 
because if I failed to complete my task during the internship I faced the risk of losing it and with 
it the credit that comes with it and in like mind if you don’t complete the tasks for a job or do it 
poorly you face the possibility of being fired. This ultimately taught me responsibility and I 
believe this is very important while conducting business. Another thing this taught me was 
advertising and reaching out to clients. To find potential clients by mostly searching for 
Speech-pathologist in order to contact them to see if they would be interested in our service this 
also requires us to look at other company’s pricing to compare them to our to see how we would 
like to carry-on with how we want to charge our customers. We don’t just look at potential clients 
 
individually but we look for ways to find a bunch of them in bulk in order to reach multiple people 
at a time. We did this by, like I said before reaching out to speech-pathologists and then seeing 
if they could use our service to work with the many clients that they have. By doing this we set 
up a sort of network with the people at the top being us and then below us was the 
speech-pathologist and then last were the actual clients. This system made it easy and 
productive in finding new potential clients. This ultimately helped in strategizing when reaching 
out to people and it will help when I need to ever find clients for something. The last major thing 
this internship has helped me with is looking at the other companies in my field to scout the 
opposition. During my time as an intern for this company I was tasked with looking at 
competitors and seeing their pricing. This information would later help us with deciding how we 
would price our product. This helped me gain perspective into the business world. I learned that 
you should not just be tunnel visioned on your own product or company but look at the Odu 
story at whole, because in reality the consumer will have to choose whether they would like your 
service or you competitors, so it is important to look at you competitor to see what you have to 
do to become more appealing. So far I feel like the company is going well for a start-up 
company and I believe the things we did for it will help a lot in the long run p. By collecting the 
amount of clients we did Blabl will be able have plenty of clients. My advice is that they continue 
to find clients, making sure they contract them in order for them to employ their services. 
Another advice I have is to continue to monitor your opponents so that you can see what they 
are doing and then adjust to that to be better and more appealing to potential clients. 
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